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Business Focus

As Australia’s first “free” settlement in 
1836, small business has been an intrinsic 
part of the South Australian economy, as 
the early settlers established themselves 
in a brand new location with no real 
infrastructure and a society with few if any 
services.

Many of the first arrivals were tradespeople 
and farmers, mineral resources were soon 
discovered, mines opened and the South 
Australian economy began to grow and 
expand.

Like all economies, ours has seen a variety 
of shifts and changes over the past 177 
years since settlement.

Just 12 years after the State’s European 
settlement, BankSA’s forerunner, the 
Savings Bank of South Australia first 
opened and took a deposit from its first 
customer, an Afghan shepherd. Since those 
early times, the bank has remained close 
to our customers including individuals, 
families, corporates and the Small to 
Medium Enterprise (SME) sector.

SMEs play a significant role in the 
Australian economy, accounting for almost 
half of employment in the private sector and 
more than a third of production. In 2011, 

according to ABS figures,  around 95 per 
cent of the two million trading businesses 
in Australia were small businesses; around 
two thirds had no employees, a quarter had 
up to four employees and a tenth employed 
between 5 and  19 staff.

The sector is indeed the engine room of 
many economies, both large and small 
around the world. Australia and South 
Australia are no different.

Since 1997, through the BankSA State 
Monitor, we have tracked consumer and 
business confidence in South Australia. 
The report is always anticipated and is 
considered a reputable gauge of the local 
economy.

The BankSA State Monitor of February 
2013 showed that consumer confidence 
was at its highest level since May 2011, up 
significantly by 13 index points to 117.0. 
However, business confidence in contrast 
rose only slightly between August 2012 
and February 2013, by 1.9 index points to 
102.6 index points. A reading of 100 index 
points is a neutral setting which represents 
an even 50-50 split between negative and 
positive sentiment.

BankSA Managing Director Jane Kittel said 

that while consumers are more confident 
about employment, general conditions 
for consumer spending and perceived 
improvements in local business activity, 
a total 44% of businesses surveyed for 
the State Monitor were confident the SA 
business climate would improve over the 
next 12 months, compared to 43% in the 
previous August 2012 survey.

Of those businesses surveyed, a total of 
54% said they experienced a downturn 
in turnover over the past three months, 
compared to 58% in the August survey 
and 20% believed they were likely to take 
on additional staff in the next 12 months, 
compared to 19% in the previous survey.

Business variables showing the largest 
positive shifts were:

•	 	Fewer	business	expressing	a	downturn	
in turnover in the last three months – 
9% net positive shift.

•	 	Perception	that	small	business	in	SA	
generally are picking up rather than 
slowing down – 8% net positive shift

•	 	Confidence	that	the	climate	for	doing	
business in SA will improve in the next 
12 months – 5% net positive shift.

Welcome to the May 2013 edition of 
Business Focus.

At BankSA we have some exciting 
initiatives in business banking 
including a partnership with MYOB 
to support businesses in South 
Australia and the Northern Territory 
to start up and grow. The partnership 
will assist businesses by making it 
easier to attract new customers, get 
paid, and manage earnings. We are 
also excited to be part of the new 
Hub Adelaide entrepreneurial centre 
in	Peel	St	in	the	Adelaide	CBD	which	
will be up and running later in 2013. 
The State Government announced 
the establishment of Hub Adelaide in 
February, and BankSA is a co-investor 
along with Microsoft. You can read 
more about both of these initiatives on 
Page	22	of	this	edition.

For this edition we spoke to an 
interesting range of successful South 
Australian businesses, all of whom 
base their success on listening and 
responding to their customers’ needs.

We spoke to some local and national 
business experts and all agreed that 
one thing holding back our SME sector 
is the high cost of doing business and 
an uncompetitive taxation environment. 
On a positive note, they all agreed 
that South Australia is a great place 
to live and has a history of creativity, 
innovation and industriousness.

Each of the business operators we 
spoke to for this edition started off in 
fairly modest circumstances.

Agricultural machinery manufacturer 

Agri-Bits began as a small components 
assembly contractor in the backyard 
shed of Agri-Bits founder and director 
Giulio Avolio.

Business partners, husband and 
wife	team,	Danny	Pauley	and	Donna	
Bartsch also began operating their 
now award-winning building company, 
Energy Aspect Living from the shed of 
their home before the business grew 
large enough to need a separate site.

While Hire A Hubby, the handyman 
and home maintenance business, was 
already an established brand when 
bought by businessman Garry Nolan 
seven years ago, he has grown the 
number of franchisees from 19 to 30 
with a focus on training and “going the 
extra mile”.

Mt Barker-based Wombaroo Food 
Products	is	an	offshoot	of	a	successful	
food manufacturing business set up in 
the 1960s by Brian and Roslyn Rich. 
Wombaroo manufactures a range of 
pet, native and endangered species 
food products and supplements known 
all over the world.

Mark and Lee McBriarty, through their 
Home Instead Senior Care Adelaide 
business, are helping older South 
Australians ease into their senior 
years by providing a range of support 
which means they can stay in their own 
homes.

Sam McCabe and his team at aviation 
business Aerotech are keeping us 
safe with their operations in the skies. 
Aerotech specialises in the provision 
of aerial support for crop spraying, fire 
management, oil spill management 
and	associated	GPS	technologies.

We also profile Northern Territory-
based building firm Norbuilt, a 
business established in 1987 by Greg 
Thompson which has grown to be a 
highly-successful operation.

At BankSA we are proud to support 
these and many other business 
operators in South Australia and the 
Northern Territory.

I hope you enjoy this latest edition of 
Business Focus.

lindsay Hick,  
general Manager commercial  
and business banking

Welcome…

Keeping the  
Economic Engine Room 
Ticking Over   
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The South Australian SME business 
mindset is:

•	 	Hoping	that	conditions	will	improve.

•	 	Not	yet	ready	to	invest	in	new	staff	
or plant and equipment until there is 
a sign of improvement in business 
conditions.

•	 	Coming	off	a	low	base,	with	many	
businesses having a sluggish year in 
2012, but signs are that sales might be 
picking up, but not enough to yet trigger 
major business purchases or a new 
employment hiring phase.

Perhaps,	as	Ms	Kittel	said,	the	SME	sector	
is waiting to see a lift in attitudes rather 
than a change in hiring and spending 
behaviour. 

“The SME sector is still largely critical of 
many factors affecting the climate for doing 
business in SA and remains pessimistic 
about the global outlook.

“The one shining light is the performance 
of the Australian sharemarket and no 
doubt, the South Australian SME sector 
will be watching this closely for signs of a 
sustained upward trend as an indication of 
improved business conditions.’’

A number of national and South Australian 
business experts and peak bodies believe 
that business growth nationally and locally 
faces several key challenges, not the least 
being Federal and State taxation systems.

Almost half of Australia’s business 
operators (44%) see the high cost of doing 
business as a major barrier to growth as 

the year progresses, says Amanda Lynch, 
Council of Small Business of Australia 
Chair.

Referencing the March release of Dun 
and Bradstreet’s respected National 
Business Expectations Survey, Ms Lynch 
said business costs are having an impact 
and mean that many businesses are 
not planning to hire new staff in coming 
months.

Businesses are looking to control their 
costs while they await a sustained recovery 
in the economy, she said.

The Business Expectations Survey 
presents a picture of a less optimistic 
business community, with decreases in all 
of the survey’s forward-looking indices – 
sales, profits, selling prices, inventories, 
employment and capital investment.

“The current and future challenges for 
businesses continue to come from a 
sluggish economy, where sales growth 
is weak, businesses face challenging 
operating conditions, and consumer 
spending is soft,” Ms Lynch said.

“While consumers have regained confidence 
in the sharemarket, we are yet to see that 
optimism spill over to more discretionary 
spending, which in turn is limiting business 
confidence and growth.’’

At a local level, Business SA Chief 
Executive Officer, Nigel McBride, said South 
Australians should be proud of the many 
diverse and innovative small businesses in 
the State.

“It is imperative that we create a strong 
business environment in South Australia so 
that small business not only survives, but 
thrives,’’ he said.

“To ensure small business continues to 
be the engine room of South Australia’s 
economy we must tackle the difficult issues 
of business taxes including stamp duty 
and land tax to reduce the cost of doing 
business.

“We know our State currently has an 
uncompetitive taxation environment and 
we must take steps to rectify this to not 
only support established businesses but 
encourage new businesses to setup here.”

The retail, construction and manufacturing 
sectors are significant employers in 
South Australia and each has been under 
pressure throughout the year as a result of 
low confidence and rising costs. 

The sector and government must 
also continue to work on creating an 
environment that encourages young 
people to not only stay and work in our 
State, but also encourages them to set up 
businesses.

“Business SA runs a Young Entrepreneurs 
(SAYES) program that provides potential or 
new small business owners with the tools 
and mentoring assistance to grow their 
business,’’ Mr McBride said.

“A more vibrant CBD is a key ingredient 
to creating a dynamic and growing small 
business sector in the heart of Adelaide. 
The recent introduction of small bar 

“South Australia currently has 
988 active exploration licences 

and this will continue to drive the 
resources sector of our economy, of 
which the small business sector is a 

key player in the supply chain.”
Mr Nigel McBride

Business SA Chief Executive Officer

licences in the CBD is another step in the 
right direction.’’

When it comes to SMEs, our regional areas 
are just as important as the CDB. South 
Australia’s agri-business sector employs 
135,000 people, making agriculture a key 
economic contributor to SA.

Mr McBride said mining and resources still 
had an important part to play.

“South Australia currently has 988 active 
exploration licences and this will continue to 
drive the resources sector of our economy 
of which the small business sector is a key 
player in the supply chain.” 

South Australian Economic Development 
Board Chair, Mr Raymond Spencer, told a 
Committee for Economic Development of 
Australia forum earlier this year that the 
State’s policy makers and businesses 
must grasp the nettle of productivity 
improvements to sustain future growth.

Mr Spencer said SA had lost some of its 
competitive advantage in low-cost labour 
and housing over the past decade and 
needed to make some significant policy 
changes “to make SA the most competitive 
state in which to do business”.

He proposed a bipartisan public-private 
taskforce to review the State’s taxation 
structure which compared poorly to those 
in the eastern states. And as the State 
budget was “under enormous pressure”, 
the Government needed to creatively 
explore new financial models to attract 
private sector investment in transport 
infrastructure including user pays systems, 
he said.

“In 2013 I see us needing to continue 
investing in critical new infrastructure 
- especially ports and other transport 
systems to expedite growth in mining and 
agriculture and I think we need to create 
incentives to attract private sector funding 
for such initiatives,” he said.

Local businesses must also work 
aggressively to use mining as a platform to 
build high-value add, knowledge-intensive 
industries. 

“Quite frankly, our businesses are going to 
have to become far more aggressive and 
proactive, needing to innovate, take risks, 
perhaps joint venture or merge with other 
businesses so that they have the scale 
and balance sheet strength necessary 
for capturing these kinds of business 
opportunities,” Mr Spencer said.

“As a State, we have a strong history of 
creativity, innovation and industriousness.

“If business, government, social agencies 
and the community can invest and work 
together, South Australia can reach even 
greater heights of prosperity and continue 
to be one of the most liveable places in the 
world and a global model for 21st Century 
living and wellbeing.’’



 

Jane Kittel
BankSA Managing Director

We also asked the SMEs which areas they 
felt – compared to five years ago – were 
better and worse now.

The following factors have improved 
according to the respondents: long-term 
viability of their business; ability to compete 
and how close their business is to being the 
best in its industry.

Compared to five years ago they now report 
a worsening in the following areas: number 
of hours worked; business profitability; 
economic climate; business support; input 
costs to business and access to loans and 
credit. 

Areas they say have improved in that time 
include: business long-term viability; ability 
to compete and how close their business is 
to being industry best.

Overall, larger SMEs tend to have a more 
positive outlook on their own business 
performance and success, and SME owners 
who rate themselves as “high achievers’’ 
tend to rate more factors as better now than 
they were five years ago, relative to “low 
achievers”, who tend to rate most factors as 
worse now.

We asked for feedback on the things they 
believe have been important factors in 
fostering business success. Factors listed in 
order of importance are:

•	 	Focus	on	delivering	high	quality	for	
customers (98% say it’s very important) 

•	 	Being	a	reliable	and	trustworthy	supplier	
(97%)

•	 	Good	financial	management	(96%)

•	 	Building	relationships	with	customers	
(93%)

•	 	Having	a	well-known	and	respected	
business name or brand (92%)

•	 Having	talented	staff	(89%)

•	 	Employing	local	people	rather	than	
interstate or overseas staff (78%)

•	 	Having	someone	to	manage	key	
customers (78%)

•	 	Having	good	market	intelligence	about	
opportunities and competitor activity 
(76%)

•	 	Having	access	to	outside	expert	advice	
in support areas like IT, accounting, 
banking and legal matters (71%)

We also asked SMEs to think about what 
they are trying to achieve in their business. 
The top goals of survey respondents 
include:

•	 		Financial	security	for	themselves	and	
families 

•	 Being	independent	and	their	own	boss	

•	 Building	an	asset	base

•	 	Competing,	winning	and	doing	it	better	
than others

•	 Opportunity	for	contact	with	others

•	 Pursuing	opportunities	and	new	ideas

•	 Pursuing	a	personal	interest	or	passion

•	 	Being	at	the	leading	edge	of	services	
and product innovation and quality

Interestingly, SMEs who rate themselves as 
“high achievers” appear to have a broader 
purpose for being in business. While 
ambitions such as building financial security 
are still important to them, those high 
achievers also appear to have a broader 
purpose linked to helping to build the State.

The research shows those high achievers 
also place importance on community 
service, creating employment and 
contributing back to South Australia.

Their more “average” counterparts on 
the other hand, place more importance 

on people contact, and flexible hours and 
working arrangements.

Whatever their reasons for being in 
business, our SME sector has played 
a critical role in the State’s economic 
performance. They really are our engine 
room.

Along with the rest of Australia, South 
Australia was in a strong position to 
maximise opportunities as they emerged 
after the global financial crisis. Now we are 
progressively closing the gap between our 
performance and that of the nation.

As our Department for Manufacturing, 
Innovation, Trade, Resources and Energy 
says, despite the increasing value of the 
Australian dollar, exports have rebounded, 
giving us the second fastest growth rate, 
after Western Australia.

As BankSA has reported in the past, 
South Australia has a good track record for 
business longevity, saying a lot about the 
way our business operators and owners face 
cyclical challenges.

It also reflects the fact that the 
fundamentals of the Australian and South 
Australian economies are sound and have 
been able to endure outside pressures and 
big-picture issues.

So if your neighbours’ children offer to weed 
your garden each week, or your own kids 
want to set up a drinks stall at the school 
fete, give them a go, they no doubt have 
grand plans to make a difference and get 
ahead and this could be the first step on a 
lifelong business journey.

Business Focus
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“Small businesses play a significant role in our economy, especially 
in terms of their contribution to employment and production.”    Jane Kittel

Remember the passion and enthusiasm of 
childhood that fostered the development of 
bright ideas, and the conviction that nothing 
would stop the realisation of those dreams?

Were you an enterprising child who came up 
with bright ideas that you were sure would 
make you ‘’rich’’? Whether it was washing 
the neighbours’ cars, mowing their lawns or 
walking their dogs, it’s enterprise that we all 
want to encourage and foster.

This same kind of passion and conviction 
still motivates so many self-starters, who 
grow up to become business operators and 
business leaders.

In the current environment, success-oriented 
Small to Medium Enterprise (SME) operators 
share several key qualities.

They include: a willingness to collaborate; an 
innovative streak; they are future-focused; 
curious; tech-savvy and action-oriented.

Small businesses play a significant role in 
our economy, especially in terms of their 
contribution to employment and production, 
and roughly the sector accounts for almost 
half of all employment in the private non-
financial sector.

In this edition of Business Focus magazine 
we shine a light on the many small to 

medium enterprises in this State that have 
thrived beyond the short term because they 
have responded to a variety of global and 
local economic, political and consumer trend 
cycles, and all the challenges they bring.

This time around our research examines 
personal and business success in South 
Australia and the factors that people see as 
hindering or fostering success.

BankSA sought the views of 300 business 
owners across the State and found some 
interesting and diverse views on the top 
10 barriers to achieving business goals for 
SMEs in South Australia.

top 10 barriers to achieving 
business goals

•	 	Sluggish	economy	and	spending	
restraint among customers (68% 
see this as a major restraint) 

•	 	Government	red	tape	and	
compliance costs (62%)

•	 	Narrower	profit	margins	than	in	
previous times (61%)

•	 	Too	many	day-to-day	demands	 
on time to think about bigger 
picture (52%)

•	 	Increases	in	employer	
contributions to staff 
superannuation to 12% by 
2019/20 (52%)

•	 	Aggressive	price	discounting	by	
competitors (46%)

•	 	Lack	of	assistance	from	
government or industry support 
groups (45%)

•	 High	Australian	dollar	(44%)

•	 Online	competitors	(34%)

•	 	High	level	of	debt	and/or	cash	
flow issues (33%)

the Key Motivating Factors 
for sME operators in south 

australia.
•	 Creating	employment

•	 Contributing	back	to	SA

•	 Competing	and	winning

•	 Being	at	the	leading	edge

•	 	Travel,	learning,	pursuing	ideas	 
and opportunities

•	 	Taking	on	challenges	and	 
calculated risks

•	 	People	contact

•	 	Flexible	hours	and	working	
arrangements



How banksa 
has helped...

Ms Rich said the bank had been a strong supporter of the business and helped the company fund its move to 
bigger premises and the purchase of new equipment in 2010. 

Next time you pick up a bag of dog food at 
the local supermarket, spare a thought for 
wildlife officers and zoo animal handlers who 
have the difficult task of accessing highly-
specialised foods for orphaned marsupials 
and other rare animal species.

And where would you find milk replacers for 
young giraffes, otters or sea lions?

From its headquarters in the Adelaide Hills 
township of Mt Barker, Wombaroo Food 
Products	and	its	Passwell	range	of	bird	foods	
are improving the health not only of some of 
Australia’s and New Zealand’s pet birds and 
reptiles, but also some of the world’s most 
endangered species.

Ms Samantha Rich, one of Wombaroo’s 
directors and daughter of its founders Brian 
and Roslyn Rich, said that in addition to its 
popular and widely-distributed specialised 
bird foods, Wombaroo has developed a range 
of milk replacers, primate meal and carnivore 
supplements for big cats, including lions, 
tigers and cheetahs.

The journey began in the 1960s with her 
parents, who both came from scientific 
backgrounds and started a successful food 
manufacturing business in New South Wales.

This business was sold in the 1970s and 
Brian, who has always had a strong interest 
in native birds, set up a research laboratory 
to investigate their nutritional needs.

After relocating the lab to Adelaide in the 
early 1980s, Brian worked closely with 
local vets and other specialists to extend 
research into the nutritional needs of juvenile 
marsupials.

As Ms Rich said, the evolution and 
development	of	Wombaroo	Food	Products	
and	the	Passwell	range	has	been	an	exciting	
and interesting journey for the family.

Her brothers have also joined the business - 
Colin with expertise as an ornithologist and 
aviculturist and Gordon, with a background as 
a chemical engineer.

“It’s a really interesting and positive 
industry to be part of,’’ Ms Rich said. “Apart 
from selling products to wildlife carers, 
aviculturists and animal breeders, we also 
supply specially formulated milk products 
for animal studies to the Department of 
Paediatrics	at	Flinders	University,	University	
of Sydney, Westmead Hospital, the Children’s 
Hospital Research Institute, and the Adelaide 
Women’s and Children’s Hospital.

Family Tradition  

Caring For 
Animals 
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 Our advice has been sought 
and we’ve supplied specialised 
bird foods to a number of bird 
recovery programs including 
the Black Stilt in New Zealand, 
the Magpie Robin in the 
Seychelles and the Black-eared 
Miner in South Australia. 

Samantha Rich

“We have supplied milk replacers to the 
World	Society	for	the	Protection	of	Animals	
for orphaned Orang-utans in Borneo, 
Taman Safari for Sumatran Tigers and to 
the Northern Hairy-nose Wombat recovery 
program.

“Our advice has been sought and we’ve 
supplied specialised bird foods to a number 
of bird recovery programs including the Black 
Stilt in New Zealand, the Magpie Robin in 
the Seychelles and the Black-eared Miner in 
South Australia.’’

Zoos and wildlife parks around Australia also 
use their products as part of their captive 
breeding programs.  

Ms Rich said that in addition to developing 
specialty diets for a variety of domestic, 

zoo and endangered animals, many of their 
suppliers here and overseas appreciated 
the fact they can supply relatively small 
quantities if required.

“It’s a really interesting sector to be involved 
in and we work with some great people,’’ she 
said.

“We moved to bigger premises a couple of 
years ago, which means we can produce 
greater quantities. At the moment we are just 
able to keep up with demand.

“We get overseas inquiries on a daily basis 
and we’d like to do more in this field, but 
export laws can make it difficult for us.

“But we are looking forward to growing, 
developing our expertise and expanding our 
international business.’’



Business Focus

Aviation Business 
with its Feet Firmly  
Planted	On	The	Ground	
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How banksa 
has helped...

Mr McCabe said the business was impressed by the levels of accessibility to staff across all areas of BankSA. 
“We get excellent personalised service – nothing is too much trouble and is greatly appreciated. We believe we 
are receiving very competitive rates and service in comparison to other financial institutions.”

 We take a no-nonsense approach 
and focus on getting the job done. 

Sam McCabe

Spending your working hours as an 
agricultural pilot heading out to the wide 
blue yonder, and making strategic passes 
over sweeping tracts of farmland is a fairly 
attractive job description.

Sam McCabe should know, as managing 
director and chief pilot with SA-based 
Aerotech, a diversified aviation business 
spanning Australia, he’s flown many 
thousands of hours performing a variety 
of tasks from aerial crop spraying in 
fine conditions, to aerial water bombing 
operations during some of the State’s worst 
bushfires.

Formed in 1968, Aerotech specialises in the 
provision of aerial support for crop spraying, 
fire management, oil spill management, 
associated	GPS	technologies	and	aircraft	
maintenance.

In addition to its aerial agriculture arm, 
there’s also Aerotech 1st Response fire-
fighting	and	Aerotech	GPS.

The business was established in the State’s 
South	East	by	his	parents	Bob	and	Pam	
McCabe.

“Bob was working as a jackaroo and started 
working with a local aerial operation,’’ Mr 
McCabe said. “He learned to fly while he 
was working with them and eventually took 
over the business.

“About 20 years ago we started aerial 
fire-fighting in the Adelaide Hills and that’s 
extended to cover most of the State.’’

Fighting bushfires from the air involves a 
high degree of adrenaline, risk and reward.

“To be honest I’ve been doing it for such a 
long time, you don’t really think about the 
risk too much,’’ Mr McCabe said. “It can get 
dangerous yes – it’s always very hot, windy 
and smoky – not the best and when it’s go, 
it’s all go.

“But there’s also a lot of waiting around on 
the ground when you’re on call on a high fire 
risk day. We obviously work closely with the 
CFS and emergency services. We know the 
CFS business pretty well and we make sure 
we deliver what they need.’’

Mr McCabe said being in these aviation 
sectors meant work was seasonal and 
diversifying operations has helped balance 

activities.

Aerotech has been operating in the 
Northern Territory for the past eight years. 
Last year his sister Kylie and her husband 
Peter	Bidstrup	moved	to	the	NT	to	run	that	
business.

 “Generally you can balance things and 
take a bit of a planned approach. If you 
have a dry Spring you know there’ll be an 
early start to the fire season and that can 
be a busy and long season and if it’s a wet 
Spring, then you have a good agricultural 
season.’’

He said Aerotech has built a strong and 
reliable business by working with its key 
partners.

“We take a no-nonsense approach and 
focus on getting the job done.’’

With a fleet of 15 state-of-the-art aircraft, 
40 full-time staff, including 14 pilots and 
five engineers, Mr McCabe said Areotech 
planned to consolidate the existing 
operations before growing the business 
further.



How banksa 
has helped...

Mr Avolio said BankSA has supported the growth and development of Agri-Bits since establishment of the business in 
1995. “The bank has been really helpful, especially during our growth phase and we’ve had a good account manager 
who has been helpful when it comes to talking through our plans.’’ 
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From Small Sideline to  

Serious Player
What started as a sideline for Giulio Avolio 
and his late wife Carmela around 20 years 
ago has grown into a successful agricultural 
machinery manufacturing operation, supplying 
a compact customer base, with national and 
international supply chains.

Mr	Avolio,	director	of	Pooraka-based	business	
Agri-Bits, explained he was working as dealer 
trainer and technical services manager with 
Croplands, a large Australian chemical and 
crop-spraying machine manufacturer.

Headquartered in SA, Croplands supplies 
markets in Australia and New Zealand and 
has a growing demand for export to America, 
Africa and Asia.

“As Croplands grew it began outsourcing 
things like small component assembly and 
my wife started doing this work from the shed 
at our home,’’ Mr Avolio said.

“We had four children and gradually she 
became busier and busier with the assembly 
work and I started to help her out.

“It grew to the point that we started our 
own business Agri-Bits in 1995, operating 
from a small workshop at Holden Hill and 
we became Croplands’ prime contractor. 
In 2001 we built our current premises at 
Pooraka.	The	business	now	supplies,	designs	
and manufactures predominately agricultural 
machinery, specialising in spray equipment. 

“The business has been built on great trust 
and loyalty between us and our handful of 
customers.’’

Mr Avolio said gradual growth had seen the 
business develop its manufacturing and 
design capability to produce some of the 
finest sprayers in the country which are used 
for agricultural fertilising, pest and weed 
control.

“Though you won’t find the Agri-Bits brand 
in the field, we are the manufacturer behind 
some of the biggest brands including 
Croplands and Austrian manufacturer 
Wintersteiger – we customise their machines 
for Australian conditions,’’ he said.

While it focuses on the agricultural sector, the 
business also produces an industrial range of 
hose reels, concrete grinders, structural steel 
work, custom-designed agricultural machinery 
and general engineering.

“We have in-house engineering and drafting 
facilities and use the latest in 3D and 
2D design and drafting software and this 
helps us turn our customers’ vision into an 
affordable, functional machine.’’

While he has his own vision for further 
growth and development in the production 
and supply of other agricultural machinery, 
Mr Avolio said he would wait for the global 
economy to stabilise.

“I’m at the stage where I would like to grow in 
other fields, but the time’s not quite right. My 
motto is, if you know something well and are 
doing it well, stick with it and focus on that. 
And that’s what we’re doing right now.’’

 The business 
has been built on 
great trust and 
loyalty between us 
and our handful of 
customers. 

Giulio Avollo
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The pair agrees that BankSA has played a major part in the growth of the business. “We have a great relationship 
with Jane Crowe our manager at Mt Barker. The bank understands our vision and has been really supportive especially 
in helping us establish our site at Woodside. That move enabled us to really grow and become more efficient.’’

Business Focus
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 We like to take a holistic 
approach to living and work with 
the environment to create as 
small a footprint as possible 

Danny Pauley

When it came to living in Australia’s harsh 

and variable climate, the Aboriginal people 

worked with the natural environment and 

the climate, using resources that were 

readily available to them.  

Eager to bring their own influence to homes 

built in Australia, early settlers thought little 

of the environment when building and over 

time the way of living with the land was 

forgotten.  As time passed designers and 

builders adopted more American suburban 

styles and trends in architecture.

Award-winning building company, Woodside-

based Energy Aspect Living, is championing 

getting back to nature, making the most 

of what nature provides us for free and 

helping to bring a range of modern building 

design ideas and materials to a new 

generation interested in energy efficient, 

elegant, healthy and comfortable living.

Business partners, husband and wife team, 

Danny	Pauley	and	Donna	Bartsch	started	

Energy Aspect Living in 2007, operating 

from a shed at their Adelaide Hills home. 

Just six years on, the GreenSmart Award-

winning builder now receives several new 

inquiries a week.

“We’ve had steady growth and are now 

at the point of looking at employing more 

people, which is interesting considering the 

general downturn in the building industry 

recently,’’	Mr	Pauley	said.

“We are in a niche market and people we 

work with share our passion and goals. A 

lot of people are tired of ever-increasing 

energy costs. We always aim to find out 

what our clients need and want and then 

offer solutions.’’

Before	starting	the	business,	Mr	Pauley	

worked in building construction and 

maintenance as well as horticulture, 

while Donna worked in environmental 

management.

“We like to take a holistic approach to 

living and work with the environment to 

create as small a footprint as possible,’’ 

he said. “The perception generally has 

been that energy efficient and sustainable 

construction is expensive, but that’s really 

not the case.

“We often use standard materials with 

the main focus being on the design and 

orientation of the house and using things 

like correct glazing and good insulation - 

these don’t necessarily have to cost the 

home owner more.

“We are now designing about 50% of the 

homes we build for people which saves 

clients a lot of money by having one 

company look after everything from design 

to project management, building and 

delivery of a quality product.’’

Ms Bartsch said the pair “definitely want to 

push the boundaries”.

Last year the company was the only builder 

finalist in the State Government’s Zero 

Carbon Challenge. Key features of the 

design entry, which also appear in their 

clients’ homes, include:

•	 	Orientation	to	capture	the	winter	sun’s	

warmth and cooling breezes in summer

•	 	Use	of	natural,	readily-available	

materials 

•	 	Movable	internal	walls	for	zoning	of	

living spaces 

•	 	Use	of	solar	energy	and	rainwater	

harvesting and storage

•	 	Low	water	use	landscaping	that	

provides shade in summer 

“With good design, it’s possible to live in a 

home with no or minimal need for artificial 

heating, and no need for artificial cooling,’’ 

she said.

“Why?  Because if we design the home 

correctly, we can make the most of 

what nature provides us for free, and 

still maintain a comfortable indoor living 

environment.’’

As the business continues to grow, the pair 

finds the biggest challenge is finding the 

right staff at the right time and people who 

share their passion.

“We look forward to evolving as we meet 

the growing demand,’’ Ms Bartsch summed 

up.
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is in the Pink
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How banksa 
has helped...

“We have a great relationship with our account manager Bruce Chenoweth who really knows and understands our 
business and what we need.”

16

To be a really good and successful 
“hubby” you have to be more than just 
handy with a paint brush, know how to 
hang a door, or tile the bathroom.

Just as important are having good 
communication skills and a genuine 
interest in people, says Garry Nolan, Hire 
A Hubby SA master franchise owner.

Looking good in “tough man’s pink”, the 
colour of the Hire A Hubby uniform shirt, is 
also a bonus, he said.

When Mr Nolan bought the handyman, 
home maintenance business seven years 
ago, there were 19 franchise operators in 
SA. There are now 30.

“It’s been a good operation over the 
years,’’ Mr Nolan said. “It just needed a 
bit of reinvigoration and refocusing and we 
put a very big emphasis on training our 
people.’’

Hire a Hubby operators carry out the full 
range of home building, maintenance, 
repair and renovation work including 
plastering, tiling, roofing and fencing. Then 
there are also the jobs that are “a bit out 
of the box”.

“There were two ladies once who wanted 
something a bit different -  they asked 
their ‘hubby’ to make them a couple of 
tyre swans for their gardens which was no 
problem.’’

All operators undergo a range of checks 
including police clearance and have the 
necessary licences and insurance cover 
for the type of work carried out.

About three quarters of Hire A Hubby 
clients are female, followed by busy white-
collar families and older couples. The 
business also has contracts with several 
national retail chains.

Mr Nolan said that many franchise 

operators came from a white-collar 
background and have good marketing and 
management skills.

“We are very different to the general 
building industry in that we are all about 
building relationships, we want people 
to become clients who become our 
advocates and recommend us to their 
family and friends.

“Our people work in a way that they’ll be 
coming back and so they are willing to do 
that little bit extra. They are people with 
good rapport and it’s really important that 
they genuinely like being with people.

“Our clients are letting us into their homes 
and that’s a big thing. In some cases our 
guys might be the only person some of our 
older clients see all day. They like to have 
a chat and some might even pull up a 
chair while our guys get on with the job.’’

Mr Nolan, a former Coles Myer and 
Westfield executive, has worked around 
Australia and said the greatest challenge 
is finding the right people who are 
passionate and who enjoy working with a 
broad range of people.

“We continue to develop our guys to build 
their own small teams. Where possible, 
they drive any change so that we remain 
responsive to clients’ needs.

“One recent innovation has been a new 
system of email-based job allocations 
which is also a customer management, 
stock control, invoicing system and 
equipment asset register which is working 
well.

“We do about 15,000 jobs in SA each 
year and we get more positive feedback 
than negative. We follow up any of the 
negatives and use them to improve 
further.’’

 Our people work 
in a way that they’ll 
be coming back and 
so they are willing to 
do that little bit extra. 
They are people with 
good rapport and it’s 
really important that 
they genuinely like 
being with people. 

Garry Nolan

Business Focus
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Norbuilt has been with BankSA since 2002. Mr Thompson said he appreciated the fact that the bank had always been 
flexible and approachable “and we’ve had good people to deal with there’’.

18

Business Focus

19

Steady Approach  

Builds  
Success

Darwin’s Greg Thompson had been working 
as a building contractor on small-to-medium-
sized projects in the Northern Territory 
for about 20 years before expanding his 
operations in 1987.

This move led to the establishment and 
growth of the Norbuilt construction company 
which now undertakes multi-million dollar 
government and commercial projects in both 
the Territory and Western Australia.

“I started in the 1960s as a sub-contractor,” 
Mr Thompson said. “I worked hard with long 
hours and then I’d take a couple of months 
off,” Mr Thompson explained.

“In the late 1980s I was a registered 
building contractor doing small-to-medium-
sized projects, when it got to the stage 
we needed to expand our office in town, 
which is what happened, and Norbuilt was 
established as a construction company in 
1987.’’

Norbuilt has extenstive experience in 
building construction, project management, 
design and quantity surveying, and provides 
construction services for retail, commercial, 
residential, institutional, medical, tourism, 
defence and industrial projects.

In recent years, Mr Thompson’s sons Simon 
and Damien have joined the business as 
senior project manager and senior site 
manager.

The business has expanded and now has 
more than 40 full-time employees based in 
Darwin and WA’s Broome and Kununurra. 
Norbuilt has also had national recognition, 

featuring in the Business Review Weekly/
Price	Waterhouse	survey	of	Australia’s	100	
fastest-growing private companies in 1993. 

It has worked on major defence, industrial, 
community, commercial and remote 
construction projects for government and 
private clients including police stations, 
youth centres and power sub-stations.

Norbuilt’s management system has grown 
with the company and is third party AS4801 
Safety Management System accredited, 
as well as being accredited under the 
Australian Government Building and 
Construction OHS Accreditation Scheme.

“The jobs we are doing now are getting 
bigger. It used to be $3 to $4 million, then 
$5 to $10 million and now we are doing 
more $10 to $20 million jobs”.

“We probably could get even busier, but we 
want to keep things at a manageable level 
– now we’d do about $50 to $60 million 
worth of business each year. We’re careful 
who we work for and make sure we deal with 
professional people”.

In recent years, he said, the company had 
also started doing its own residential and 
commercial developments, including a 
225-home residential development currently 
underway in Darwin.

Mr Thompson said he believed that not 
wanting to grow too quickly and working 
with reliable clients on needed community 
projects and infrastructure had been a key 
to Norbuilt’s success.

 We’re careful who we work 
for and make sure we deal with 
professional people. We get our 
share of government work. 

Greg Thompson

Norbuilt’s Keith Penhall on site.
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Easing into the 
Older Years

“BankSA has been great to work with since we started in 2008,’’ Mr McBriarty said. “They understand our business 
and our needs and they know where we are going.’’
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 Too often we see people acting in 
crisis mode when it comes to aged 
care and only thinking about it when 
a parent is unwell or has had some 
kind of accident. 

Mark McBriarty

South Australia is in for an ageing 
population ‘’tsunami’’ over the next 40 
years, with the number of people aged 
over 80 set to quadruple, says Home 
Instead Senior Care Adelaide director Mark 
McBriarty.

“There are a lot of families – parents, 
children and siblings -  who should be 
having discussions now and who should be 
planning for those later years and the sort 
of lifestyles they hope for,’’ Mr McBriarty 
said.

“Too often we see people acting in crisis 
mode when it comes to aged care and only 
thinking about it when a parent is unwell or 
has had some kind of accident.’’

The Home Instead Senior Care Adelaide 
office was set up five years ago by Mr 
McBriarty and his wife Lee.  The service 
is based on an increasingly popular model 
of aged care that coordinates teams to 
provide support and care for older people in 
their own homes.

“Home Instead is around Australia and in 
19 countries around the world. Our teams 
provide very individualised, non-medical 
care,’’ Mr McBriarty said.

“We meet with the clients and their families 
and establish a team based on their needs. 
This is far from a one-model-fits all scenario 
– just because you are getting older doesn’t 
mean you have homogenous needs. In a lot 
of cases providing some subtle assistance 
when needed goes a long way to keeping 
people in their own homes.

“We have a very interactive, flexible 
model. We might do work that involves 
just personal care, just medication 
management, just meals, shopping and 
taking people to appointments, or all of that 
and more. We also do a lot of work with 
dementia clients which is more than just 
physical assistance and involves providing 
stimulation and often important respite for 
other carers.’’

With around 70 per cent of his highly-trained 

staff of carers aged over 50 and four aged 
in their 70s, most bring their own personal 
experiences and insights to their roles. The 
teams work closely with other providers 
including Royal District Nursing Society, 
Anglicare and Helping Hand.

Mr McBriarty said maintaining their 
independence and confidence was often a 
priority for many people as they age.

“People	are	still	very	capable,	but	can	
benefit from some assistance. We don’t 
come in and take over and that’s what 
people like about our services. We don’t 
make decisions for them.’’

As part of the Living Longer Living Better 
aged care reforms, the Federal Government 
has announced a significant expansion of 
the	Home	Care	Packages	Program	to	assist	
people to remain living in their own homes 
for as long as possible, and to introduce 
more choice for people receiving care at 
home.

From July 2013, there will be four levels of 
Home	Care	Packages,	including	two	new	
levels, to allow a seamless continuity of 
care at home. Mr McBriarty said this should 
give older people a greater say and more 
control over the design and the delivery of 
community care services. 

Mrs McBriarty is a palliative care nurse and 
with a previous 20-year career in Human 
Resources with the Hilton Hotels, Mr 
McBriarty said the move to aged care was a 
seamless step.

“We are a service industry, our clients are 
just older. As the years go by we will be 
working with more and more Baby Boomers, 
who are used to paying for services and 
want the best they can afford. 

“The work we do is incredibly rewarding 
and meaningful in helping families and 
individuals eliminate worry, reduce stress 
and re-establish personal freedom.

“We see ourselves as growing in line with 
our ageing population.’’

Mark and Lee McBriarty
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Good for business.

traNsactioN baNKiNg - call 8424 4583
Provide	Electronic	Receivable,	Payable	and	Cash	Management	solutions 
•	Solutions	include	Business	Banking	Online	(BBO),	PayWay,	Quicksuper,	Direct	Debit	and	BPAY 
•	Cash	Management	At	Call	and	Term	Deposit	products 
•	EFTPOS	solutions	including	dial	up,	mobile	and	integrated 
•	Online	Payment	Solutions	allowing	processing	of	credit	cards	via	website,	call	centre	or	telephone.	

EQuiPMENt FiNaNcE - call 8424 4257
Equipment	Finance	through	Leasing	or	Asset	Purchase	conserves	cash	resources,	avoids	the	trap	of 
obsolescence, and keeps customers at the forefront of technology and in a position to take advantage of 
opportunities as they arise.

iNVoicE discouNtiNg - call 8424 4586
Allows clients to leverage the power of their outstanding debtors by accessing a line of credit up to a maximum of 
85% against approved receivables. As sales and debtors grow, so will available funds. Suitable to customers selling 
goods or services to other businesses on credit terms.

tradE FiNaNcE - call 8424 4586
For importers and exporters seeking to participate in global markets, efficient access to international markets 
along with local expertise is paramount. BankSA provides just that through a comprehensive suite of products and 
services that can be customised to your particular business needs. Experience and expertise can help you make 
the most of every opportunity.

FiNaNcial MarKEts - call 8424 4305
BankSA Treasury and Capital Markets offer expertise in global financial markets, combined with a commitment to 
customer satisfaction.

busiNEss iNsuraNcE - call 8424 5275
As one of the largest Business Insurance Agencies in the State, we can tailor an insurance plan specifically designed 
for your customer’s business. 
•	Free	on-site	consultation	with	a	Business	Insurance	specialist	or, 
•	Convenient,	over	the	phone	cover	for	most	SMEs 
•	Comprehensive	product	range	 
•	Pay	by	the	month	for	no	extra	cost	on	most	policies	to	assist	cash	flow	management 
•	No	Broker	fees	to	save	$

FiNaNcial PlaNNiNg - call 8424 4097
We	have	a	dedicated	Senior	Financial	Planner	within	Private	Banking.	Services	include: 
•	Wealth	creation 
•	Retirement/superannuation	planning 
•	Investment	structures	  
•	Estate	planning 
•	DIY	super	funds 
•	Lending	to	Self	Managed	Super	Funds

As the state’s leading business bank, BankSA is thoroughly committed to helping your business 
grow. We offer a wide range of products and services.

Expertise and Local 
Knowledge in

Business 
Banking

Listening, building strong relationships 
and accessibility are the things that set 
BankSA’s business banking apart from 
competitors.

Mr	Peter	Panas,	BankSA	Head	of	Business	
Banking, said offering a suite of simple 
but competitive products is also a critical 
factor in BankSA’s success and popularity 
with customers running small-to-medium 
sized businesses.

“We support thousands of South 
Australian businesses across a broad 
range of industries in their day- to-day 
activities,’’	Mr	Panas	said.

BankSA has been a part of the fabric 
of South Australia since its early years, 
having opened its first branch in 1848 and 
today is the largest financial institution in 
South Australia.

“For us, customer service is about 
exceeding service expectations,’’ Mr 
Panas	said.

“Our business bankers are extremely 
knowledgeable and experienced, 

committed and passionate about their 
roles and their customers. They’ve got a 
wide knowledge base and can apply that to 
a range of business and industry sectors.

“We offer an extensive network of 
branches and have business bankers 
posted at several key branches making it 
convenient for customers and keeping our 
services accessible.

“We listen closely to our customers and 
always aim to be responsive to their 
needs.’’

Mr	Panas	said	BankSA	is	also	at	the	
forefront of technology in the banking 
sector, offering a range of innovative 
solutions such as the very latest features 
in mobile banking and digital solutions 
to deliver a fast and seamless hi-tech 
experience for customers.

“We know small business operators are 
always busy so we are always looking at 
ways to make dealing with us simpler and 
more efficient’’.

BankSA is also a big supporter of 
innovation. In late February, 2013 
a partnership between the State 
Government, BankSA and Microsoft to 
establish a new entrepreneurial hub in 
Peel	St,	in	the	city	was	announced.	The	
entrepreneurial hub, to be known as Hub 
Adelaide, will be up and running later in 
calendar 2013.

SA	Premier	Jay	Weatherill	said	it	was	
aimed at fostering innovation and growing 
small business by sharing ideas and 
receiving guidance and advice from 
experts.

As a co-investor in the Hub, BankSA 
will provide its expertise and workforce 
experience to support its activities.

In a separate initiative, BankSA in May, 
2013 began a partnership with MYOB to 
support businesses in South Australia and 
the Northern Territory to start up and grow. 
The partnership assists businesses by 
making it easier to attract new customers, 
manage earnings and to strengthen their 
presence in the digital economy.

Peter Panas
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