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Wednesday, 17 January
Network Lunch - Victor Harbor
Hotel Victor, 12.30pm
Come along and network with 
other local women in business in a 
supportive, fun atmosphere. 
Here’s a chance to pick up a 
few tips to assist you with your 
business.  We’ll also be trying to 
better connect people who need 
to access services, help, advice or 
support from others.
One of the topics for discussion will 
be low-cost marketing.  Bring along 
thoughts about what has worked 
and what hasn’t for you.
Bookings: Eventbrite.com.au.

n n n

Tuesday, 30 January
Business Planning workshop
Coomunga House, Victor Harbor
Organised by CJ’s Business Solutions
8.00am to 10.30am
Come along and learn more about 
how to develop your business plan 
or even revise an existing plan.  
Limited to six participants.  WiFi 
available.  Bring along any plan you 
currently have.
Bookings: Eventbrite.com.au.

n n n

Monday, 5 February
Network Lunch - Victor Harbor
Hotel Victor, 12.30pm
Come along and network with 
other local women in business in a 
supportive, fun atmosphere. 

Here’s a chance to pick up a 
few tips to assist you with your 
business.  We’ll also be trying to 
better connect people who need 
to access services, help, advice or 
support from others.
One of the topics for discussion will 
be low-cost marketing.  Bring along 
thoughts about what has worked 
and what hasn’t for you.
Bookings: Eventbrite.com.au.

n n n

Tuesday, 6 February
Marketing on a Shoestring
Coomunga House, Victor Harbor
Organised by CJ’s Business Solutions
8.00am to 10.30am
Come along and learn more about 
how to spread your marketing 
dollars further.  CJ’s Business Solutions 
is known for assisting businesses 
to promote themselves on tight 
budgets.  Limited to six participants.
Bookings: Eventbrite.com.au.

n n n

Monday, 12 February
Network dinner - Strathalbyn
Strathalbyn Racing Club from 6pm
Come along and network with 
other local women in business in a 
supportive, fun atmosphere. 
Here’s a chance to pick up a few 
tips to assist you with your business.  
One of the topics for discussion will 
be low-cost marketing.  Bring along 
thoughts about what has worked 
and what hasn’t for you.

Bookings: Eventbrite.com.au.
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The New Year is almost upon us 
and it’s shaping up to be an 
exciting one for the Women in 

Business Regional Network.  There is 
growing interest from communities 
outside Victor Harbor to have the 
network spread to their areas too.

Already we are planning our first 
event in Strathalbyn on February 12, 
and we’re in talks to look at events on 
Yorke Peninsula and in the Riverland.  
McLaren Vale is also on the planning 
list with locals already travelling south 
to attend events in Victor Harbor.

For me it has been an enlightening 
and energising experience launching 
the network and watching the 
relationships that are developing 
within the group and also the personal 
development of some attending 
events.  It has been heartening to 
see so many experienced women 
in business so willing to share their 
knowledge with others; and there 
is a lot of quality knowledge and 
experience that we can all benefit 
from.

A big focus for the newsletter this 
month is on marrying your passion 
with your business.  I trust you will not 
only enjoy reading the stories about 
our local women in business, but also 
gain some insights that will be useful 
in your own business journey.  I hope 
we can indeed work more towards 
getting more satisfaction from being 
an entrepreneur or a manager in the 
businesses in which we work.

The newsletter also includes some 
valuable contributions from some 
of our foundation members about 
different aspects of their business 
experience or exciting journeys 
they’re embarking on.  Especially 
given the busy time of the year I’m 
grateful for their contributions.

I wish all members and supporters 
of the network a safe and happy 
Christmas and New Year.  I look 
forward to seeing you at a network 
function in the future.  As always, 
don’t hesitate to contact me if you 
have ideas for future functions or 
newsletters.  This is your network, so 
make it yours.

2018 the year for 
network growth

ACROSS MY DESK

Carolyn Jeffrey
Women in Business Regional 
Network founder
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If you started your own business take a moment to 
reflect what it was that drove you to do it.  Was it that 
you saw a financial opportunity from doing something 

that you loved?  
In this month’s newsletter we interview three women on 

the Fleurieu Peninsula who have embarked on a journey 
to turn their hobbies or pastimes into businesses.

The transition is not always an easy one and should 
not be embarked on without plenty of planning and 
thought about whether or not your love of something can 

realistically be a money-making venture.
This month’s series seemed appropriate too given that 

the latest Women in Business Regional Network lunch in 
Victor Harbor delivered a message that it’s important 
that our personalities and values are also reflected in our 
business.  This also included a clear message to focus 
on the things in life that make us happy and ensure that 
these are also found in our businesses.  

We hope you gain some insight from the lessons these 
women have learned in starting their ventures.

Turn your passion into $$$$

Training for mind and body
Ali Donaldson is a quintessential 

example of what’s great about 
setting up your own business 

doing something that you love.
Ali is the founder of Ali Donaldson 

Health in Port Elliot.  
You know someone is passionate 

about what they do when (a) you 
spend time with her on a 36-degree 
day, her client cancels and she still 
decides to have a workout anyway 
and (b) when she says that if she won 
the Lotto she would set up a brand 
new gym and expand her operation.

She’s not your average personal 
trainer, and certainly does not 
model herself on what seems more 
like personal torture on reality TV 
programs.  

Although she leads her clients 
through a range of physical exercise 
programs, it is the mind and the 
mental health of her patients that her 
driver.

“I have had my own issues with 
depression, social anxiety and 
bullying in a variety of workplaces, so 
it’s my mission to offer a safe place 
for women, particularly young mums, 
where they can come and know they 
won’t be judged and where they can 
flourish,” she explains.

“I have some strict rules – no 
bullying, no social media ridicule, no 
laughing at another participant and 
no criticism of what everyone else is 
doing.”

And it’s clear she’s serious 
about women being made to feel 
comfortable, as you will not see a 
single mirror on the wall in her gym.

As a mother of two children aged 
7 and 8, Ali was also determined 
to establish a gym facility whereby 
mums could feel comfortable 
bringing their children along too.

“Everyone brings their kids along.  
Ninety per cent are mums.  No one 
judges when a child cries.

“And I’m quite happy to cuddle 
them to enable the mums to keep 
going with their workout,” she says 

with a grin.
Ali has always had a love of 

fitness and sport and was a national 
basketball representative in her past.  
Her other interests have included 
martial arts - she holds a second 
dan blackbelt in karate - and she 
also played in the local netball 
competition.

She studied exercise and sports 

science at university and chuckles 
as she recalls how she thought she’d 
wanted to be a physiotherapist, “but I 
found the uni bar.”  

Today she’s relieved she didn’t 
achieve the scores she needed to 
go onto physiotherapy, as she would 
never have pursued personal training 
as a career.  

MORE NEXT PAGE

WORKING ON MIND AND BODY - Ali Donaldson from Ali Donaldson Health gets more out 
of watching the development of the mental health of her clients, rather than the physical 
changes.  She has opened a gym that she shares with the Victor Harbor Boxing Club 
where she offers mainly classes and personal training experiences for women.

“My thoughts are way too precious 
to waste on the negative.”

the slogan on the gym wall and clothing range
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FROM PREVIOUS PAGE
She believes personal training is 

more aligned with her philosophies 
and aims, to become involved in 
improving lifestyle for her clients, 
rather than in a rehabilitation and 
treatment scenario.

Ali was determined to set up her 
own business which she not only had 
control over and where she could be 
true to her personal philosophies, but 
which provided some stability in her 
life too.

But she was careful not to rush into 
a big investment too early.  Four years 
ago when she began her business she 
negotiated with local councils so she 
could conduct exercise sessions in the 
local parks and reserves.

“It forced me to be creative at 
times when it was raining.”

The following year she hired local 
halls before sharing a lease with the 
local boxing club and opening a 
joint facility in Hill Street, Port Elliot two 
years ago.  

Today she conducts 33 sessions a 
week for 70 clients.  All but three of 
the classes are women only with the 
majority of men in the mixed classes 
being husbands or partners of clients.

Ali derives the biggest pleasure 
from seeing the transformations 
in her clients, not physical like you 
see portrayed on TV shows like The 
Biggest Loser, but more the mental 
transformations.

“Many of the people coming here 
would not have stepped through the 

door of a fitness place, and now they 
feel confident in the room, they chat 
with others and even catch up for 
coffee outside of the gym.  

“I just love to see them flourish.  
“I don’t believe in flogging people.  

They might be here for half an hour 
or an hour, but they still have to get 
through the rest of their day or their 
week.

“I believe in technique, and 
emphasise the importance of correct 
technique to avoid injury.”

As well as a passion for helping her 
clients, a big driver to establishing a 
business for herself was the flexibility 
it provided to be able to spend time 
with her children and husband.

“I don’t take any sessions that 
stop me doing school drop offs and 

pickups.  It’s important that the kids 
don’t miss out on activities.”

And, if one of the kids is sick?
“It’s a juggling exercise.  I’ve 

cancelled classes or they come 
along.  The best thing is my clients 
are also usually parents too so they 
understand the issues.

“Fortunately my parents and 
parents-in-law have moved closer 
recently, so that is also a help.”

Her advice to anyone considering 
establishing their own business is to 
not rush into it.

“Take it slow.  Learn as much as you 
can before you start because when 
the business takes off you are free-
wheeling and it’s hard if you haven’t 
got everything in place first.

“If I had of jumped in and done 
this straight away it would have put 
a strain on finances and family, so 
instead I started small and spent 
the time working on a business plan, 
speaking with other business people 
and learning about things like tax and 
about the business.”

Other lessons she has learned 
include:

Be open to other people’s advice 
and opinions.  

“It doesn’t necessarily mean you 
have to take it, but it’s good to take 
the time to hear it.”

Be true to yourself and your goals.
“You can’t be successful if you’re 

not true to yourself and what you 
believe in.  You won’t be happy 
doing it unless you are.”

Lessons to share
•Don’t rush into it - Learn as much 
as you can before you start, 
otherwise you won’t have time 
once your business takes off.
•Plan - Plan your business and, if 
possible, launch in stages to help 
reduce financial stress.
•Listen to others - Listen to other 
people’s advice, but you don’t 
have to do everything they say.
•Be true to yourself - You can’t 
be successful if you’re trying to do 
things you don’t believe in.

Ali’s advice: Don’t rush to be big

Foundation 
membership is 
being offered to 

the first 100 members 
at a cost of $80 per 
year.  

Foundation 
members will always 
be entitled to a 
discounted membership fee while they 
remain financial members.

Members receive discounted access 
to network functions, advertising and 
promotional opportunities and membership 
of an exclusive Facebook group for 
members only, as well as extra networking 
access and advice not available to non-
members.

Membership applications forms can 
be completed online on the website 
www.wibnetwork.com.au or by emailing 
network@wibnetwork.com.au or you can 
phone Carolyn Jeffrey on 0435 432 203.

Joining the networkWant business 
planning help?

If our recent Victor Harbor luncheon 
inspired you to think more about planning 

within your business, help is available.
The Network has a number of members 

who are able to assist women in business 
(and others) with planning and paperwork 

requirements for businesses.
Contact 0435 432 203 for more details or 
email us at network@wibnetwork.com.au 

for a recommendation or options for further 
training for you or your team.
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Alyonna Dhillon may be in only 
her early 30s, but already she 
has racked up several years’ 

experience as a boutique owner, film 
and TV actor, photographer, model, 
dance instructor and has travelled 
the world performing.

Her latest business venture in Victor 
Harbor is Alyonna Dance Studio which 
is not only putting on spectacular 
concerts, but also helping women 
(and some men) gain confidence 
and fitness through oriental belly 
dancing.  

Dancing has been one of Alyonna’s 
loves since growing up in Malaysia, 
learning and performing Bollywood-
style dance, thanks to her father’s 
Indian heritage.

But it was an Iraqi friend who first 
introduced her to belly dancing 
in 2002.  Ironically, the friend who 
introduced her to it wasn’t that keen, 
but Alyonna loved it.

“When she left I went to a few 
different classes and started 
performing in 2004,” Alyonna recalls.

“When I was in the Malaysia World 
Pageant (the Malaysian equivalent of 
the Miss Australia Pageant), my talent 
was belly-dancing.

“I used to secretly go to classes, but 
never thought of it as a career.”

Alyonna’s father was keen to see his 
daughter study for a much different 
career, so she enrolled in dentistry 
in India, but never started, instead 
jumping into fashion design.  

“He kept saying I didn’t need to 
learn dance and that it was a waste 
of time,” she said.

“I soon started teaching friends and 
other girls who found out I could belly-
dance.”

Her fashion studies took her to 
London where she lived, studied and 
worked and took her first steps into 

modelling.  As well, she undertook 
marketing work while in Malaysia 
and London.  Her marketing role was 
to recruit students for the university, 
which even took her to Iran.

“I used to dance at events and 
different locations,” Alyonna said.

“I was dancing at the Arabic 
Function Centre and people asked 
me if I taught dancing, so I started 
teaching.

“I ended up teaching at the 
function centre in London on 
weekends.”

Her pageant participation, 
including being named the runner-up 
for Malaysia, led her to participate 
in a pageant in London sponsored 
by TW Steele (a watchmaker) and a 
trip to China to be part of a television 
show, on which she performed.

While juggling modelling, 
performing and teaching dance, 
and a film and TV career on a 
number of Bollywood shows, Alyonna 
also opened and ran two fashion 

boutiques.
She closed the boutique when she 

met, then married her husband and 
moved to Victor Harbor.

“Everything happened so quickly, I 
just closed the boutique.

“I loved photography and started 
a photography business when I first 
came to Australia.”  

Alyonna continues to operate 
Perfect Pix Photography as well as her 
belly dancing school.

It was the power of Facebook 
and a conversation over a nail 
appointment with Deani Edwards 
of SOMA Beauty, that led to the 
creation of the Alyonna Dance Studio 
which now operates from the Victor 
Harbor Lutheran Centre.

“I met Deani and she said maybe I 
should teach,” Alyonna recalls.

“Someone posted on Buy Swap Sell 
(on Facebook) and asked if there 
were any belly dance teachers down 
here and Deani tagged me and it just 
went from there.”

Initially the classes were started 
at the Victor Harbor Yacht Club for 
about 10 people, then the Encounter 
Church in Leeworthy Street, but the 
problem was mirrors were needed at 
the venue to assist students to check 
their actions.

“I then had a lady in her 70s inquire 
about the classes.  She said there was 
a hall with a mirror at the Lutheran 
Church.  They made it easy and 
we moved there in June this year,” 
Alyonna said.

The classes are gradually growing 
with more than 20 students today 
across seven classes a week.  The 
students recently performed before 
a crowd of about 150 at the Goolwa 
Centenary Hall for an annual 
showcase.

MORE NEXT PAGE

International dancer sets up
Alyonna Dhillon (then known as Parveen K Brar) on the set of a 
Bollywood movie.

Alyonna Dhillon (centre) surrounded by her students during a 
performance at the recent showcase concert at Goolwa.

Alyonna dancing with the spectacular Isis 
wings.  She hopes to introduce Isis wings 
classes in the new year.
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“The most fulfilling thing for me was 

to see one of the students who, when 
she first came to me she would hang 
at the back of the class; gradually she 
progressed forward and you could 
see her gaining confidence to the 
point where she volunteered to do a 
solo in the showcase,” Alyonna says 
with a tear in her eye.

“In the lead-up to the concert some 
of the ladies were showing signs of 
anxiety and stress and Heather Cripps 
from The Joyful Buddhas volunteered 
to conduct a yoga session for us, 
including meditation, to help calm 
the nerves.”

Alyonna was also very grateful 
to local dressmaker and fashion 
designer Nichole Parnell for her 
assistance, particularly at the last 
minute, in altering and making 
costumes for the showcase.

As well as teaching belly dancing 
Alyonna also conducts what is 
termed a Hafla about every six weeks 
for her students.  This is a traditional 
Arabic “dance party” for women 
only.

“The aim is to help the women 
feel like they are part of a family.  
Everyone comes to realise no one is 
judging them and everyone is there 
for support,” Alyonna explains.

At the Hafla the hall of the Lutheran 
Church is transformed into what could 
be described as a scene from The 
Arabian Knights with plenty of colour, 
scarves, cushions, lanterns and lots of 
costumes and dancing.

Alyonna’s students range in age 
from 18-74, but she has plans to 
launch kids’ classes in 2018 and even 
a parent/child class to help create 
bonding as well as body fitness and 

fun.  She also wants to add classes 
using the spectacular Isis wings and 
Punjabi drums.

“Punjabi drums are usually played 
by men, but I want to start classes so 
they can be played by women too.”

She wants to set up a studio in 
Victor Harbor, but so far has been 
unable to secure a suitable venue.

With the range of business and 
life experience Alyonna has already 
accumulated she says one of the 
main things she has learned is to 
try not to react to the views and 
actions of others and not to allow the 
negativity of others to impact her.

For details about the studio and 
classes visit www.adsvh.com.

Model, actor and entrepreneur

Alyonna Dhillon looks a picture as she performs during one of her many concert 
appearances.  She has travelled the world dancing and teaching belly dancing since 
being introduced to it as a child in Malaysia.

Lessons to share
•Don’t react to others - If there is 
criticism or abuse from people who 
don’t like what you’re doing, don’t 
react to it.  No matter how hard 
it can be, keep your reactions to 
yourself, lest you make situations 
worse.  Don’t take criticisms or the 
behaviours of others personally and 
don’t let other people’s negativity 
impact you.

Jess turns love of baking into
If you’ve been to a few celebrations 

on the Southern Fleurieu Peninsula 
in recent years, chances are you’ve 

seen or eaten the work of Goolwa 
cake maker and decorator Jessica 
Leslie.  

And, if you’re a Facebook user, 
chances are you’ve seen her 
name pop up countless times as a 
recommendation when someone 
is seeking a cake for a function, no 
matter how big or small, or what the 
occasion might be.

Jessica’s interest in cooking and 
making cakes began when she was 
a child.

“I enjoyed baking with Mum from a 
young age and working at Port Elliot 
Bakery throughout high school,” she 
recalls.

“I started making my own birthday 
cakes very young and loved it.

“As soon as I moved to Adelaide to 
study teaching at uni, I was able to 
begin classes at night as a hobby and 
interest.”

This included taking formal classes 
over a four-year period alongside 
Adelaide’s best cake decorators

“I am a formally trained award-
winning (state level) cake decorator,” 
she says proudly.

Having gained her teaching 
qualifications Jessica returned to the 
South Coast to teach at Investigator 
College, all the time continuing to 
grow her interest in cooking, making 
and decorating cakes for close 
friends and family.



But it wasn’t until she became a 
mother that her interest became 
more than just a hobby.

“When I stopped teaching to have 
children the business grew, changing 
from a hobby to a business,” she said.

The transition from hobby 
to business was not without its 
challenges.

“One of my biggest challenges 
was being able to run a professional 
business from home without making 
huge changes to our kitchen, as 
this would have eaten into my profit 
margin at the start,” she says.

“This was achieved with careful 
planning and being very organised 
with my baking schedule.”

Jessica’s Designer Cakes has 
grown into a successful business that 
produces up to seven decorated 
cakes and many café style products 
for The Boulevard Café at Encounter 
Bay each week, as well as countless 
orders from the public for birthday, 
anniversary, wedding and other 
celebratory cakes and treats.

As well, Jessica runs cake 
decorating classes and helps 
to organise the growing cake 
decorating section at the Port Elliot 
Show.  It was a proud moment for 
Jessica to see some of her students 
become award winners at the show 
in October.

At this time of the year Jessica 
is also busy putting together 
special Christmas treats, including 
gingerbread house kits.  She is also 
conducting gingerbread house 
making classes … all the while also 
carrying out her marketing, mainly 
through Facebook.

Despite her busy kitchen and busy 
life (with two children and about to 
embark on building their own home), 
Jessica still gets a great deal of 
satisfaction from baking.

“One of the best moments is when 
a client sees their cake after you 
have spent hours creating it and they 
absolutely love it.

“This is honestly the best feeling.”
But, as we all can appreciate, 

sometimes things don’t always go 
to plan – there are cakes that don’t 
work out, accidents that happen or 
weather conditions that aren’t quite 
right.

“When things don’t go to plan, I sit 
down, have a coffee and carefully 
think through how I can still meet the 
deadline,” she said.

“I plan out the cakes, and what 
needs to be done, and then I keep 
working until that delivery takes 
place.

“You can honestly achieve 
anything if you set your mind to it, 

and always leave time for unplanned 
events.”

And like most of us in business, 
Jessica also has to face some fussy 
customers.

“I have customers come to me as 
they have heard about how I am 
particular and that I’m known for my 
attention to detail.

“I treat clients the way I like to be 
treated, and I take true pride in my 
work.

“As a result I now have a very large 
client base that keeps me busy all 
year around.”

Apart from word of mouth 
advertising and Facebook, Jessica 
also attributes some of her success 
to getting a foot in the door at local 
cafes.

“After I introduced my products 
to local cafes, this has proven an 
excellent stage for me for people 
trying my products and then ordering 
cakes.”

And don’t think Jessica is happy just 
resting on her laurels with her home 
baking business.

“We’re aiming to introduce 
macarons and 3D moving cakes to 
the range in the near future,” Jessica 
said.

Women in Business Regional Network - December 2017 - 7

a popular home enterprise

Lessons to share
•When disaster strikes - Take a 
moment to sit down and carefully 
think through a plan of how to get 
the job done.
•Planning - Take time to carefully 
plan your time.
•Don’t overspend - Look at ways 
you can save money by not over 
capitalising.
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When you first have that idea to 
go into business sometimes it is 
a big step.

Sometimes a hobby can turn into a 
business, particularly if it is a product 
that you are creating. i.e candles or 
crafty products.

Please be aware that what I am 
offering here is the basic guidelines 
to give you something to think 
about, and to help you with your 
understanding of the difference 
between the two. I recommend and 
encourage you to seek professional 
advice, as every situation is different.

The big difference between 
a hobby and a business is your 
intention.

1) Your intention to make a profit, 
and

2) Your intention to run a business.
Now we have all sold items on 

ebay or Gumtree and more recently 
Facebook. Right?

Often it is with the purpose to 
rehome some of our clothes, furniture 
and other items; you have not done 
anything to improve the items and 
generally you would have received 
less than the original purchase price. 
This is just a hobby.

Where people often get confused 
or start to dance on the grey line, 
is when the more entrepreneurial 
ones amongst us, see the value in 
selling through these mediums, or at 
markets, and they might start to buy 
items with the intention of on-selling 
them; maybe to restore it, paint it 
or clean it up first and then resell it, 
usually at a profit.

How would the ATO view such an 
activity, particularly if we started to 
sell a lot of items? Could what was 
originally a hobby start to be viewed 

as a business?  
The answer is most likely yes.
In a nutshell, the ATO views the 

differences between the two as 
shown in the table above.

Once you have determined you 
want to go into business you will need 
to give some thought to the business 
structure. 

Business Structures
The structure depends upon how 

much business you think you will 
generate. 

Often businesses can start out as a 
Sole Trader to feel the market. 

However most accountants will 
advise setting up either a company 
on its own or a family trust and a 
company. This is because primarily this 
kind of set up gives more security to 
the individuals as the company is, in 
itself, its own entity separate from the 
directors, which gives the directors 
protection from some liabilities, 
and also tax wise it can be more 
favourable.

Keep in mind you can always 
change the structure as your business 
changes and grows.  

Each structure has different 
obligations regarding paperwork, 
ongoing costs and responsibilities as 
the business owner and all-importantly 
the tax you pay. Let’s face it that is 

what we all want to know.
Very basically, the differences tax-

wise are:
• Sole trader – Taxed as an 

individual. And subjected to the 
increasing tax rates which depend 
upon net income level.

• Partnership – Often the net 
income is split 50/50 between two 
partners. This income, if going to an 
individual, is treated the same as 
above. However because the income 
is shared the overall tax may be less. 
You can also have a partnership set 
up between two family trusts.

• Company – Set tax rate 
depending whether considered a 
small business or large. Current rate is 
27.5% for small companies.

• Family Trust – Specific rules apply 
to a trust, but the income can be 
shared between individual members 
of the family trust at the discretion 
of the trust within the guidelines. This 
split income will be distributed to the 
individual and then be taxed subject 
to the individual tax rates.

Once again I urge you to contact 
your tax agent when deciding what 
structure or combination of structures 
would suit you the best.

• Kylie Callanan is the owner of 
Kylie’s Coastal Bookkeeping in Victor 
Harbor.  She can be contacted on 
0402 741 896.

When is a hobby a business?
With emphasis this month on turning your passion into a business, we asked foundation member 
and bookkeeper KYLIE CALLANAN of Kylie’s Coastal Bookkeeping to help guide us through the 

question of whether or not a hobby is a business or vice versa.

HOBBY
• No intention of making a profit
• No intent to run a business
• Short period of time
• No repeat sales
• You don’t advertise
• No need to report income

BUSINESS
• Intention of making a profit
• An intention of running a business
• Extended period of time
• Regular repeat sales
• You advertise
• You must report income

Network foundation 
member and Victor 
Harbor Yellow Brick 

Road franchise owner 
Olivia Knott was pleased 
to welcome to Victor 
Harbor earlier this month, 
Andrew Morello head of 
business development for 
Yellow Brick Road.

He was in Victor Harbor 
after donating his time as 
part of an auction to raise 
funds for the Women’s 
& Children’s Hospital 
Beachhouse project.  

Olivia is on the 
Beachhouse’s local 
committee.

Having purchased the 
prize local real estate 
agent Mark Richards 
donated his prize to 
benefit senior students at 
the Investigator College.

While in Victor Harbor 
he also shared some 
investment and wealth 
strategies with a handful 
of existing Yellow Brick 
Road clients in the local 
area.

Andrew Morello from Yellow Brick Road surrounded by senior 
students from Investigator College.

Finance advice for students

• Olivia Knott is the Victor Harbor franchise owner for Yellow 
Brick Road.  She can be contacted on 0402 686 110.
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Be yourself and little by little grow, 
nurture the passion you started with. 

Jen Binney
Join a business support group to 

alleviate the challenges of going 
solo! Rommie Corso

Be you … everyone else is taken.  
You are enough.  You are capable 

of achieving anything as long as you 
are willing.  You have all you need to 

succeed.  Melanie Finn
Pay people to do the jobs you 

don’t like or take too long to do 
yourself.  Meredith Abbott

Make it a priority to spend time 
with the important people in your life.  

Lynda Daish
Children are only children for a 

time.  Know what’s important to 
you.  Write your life plan before your 

business plan.  Olivia Knott
Learn how to use social media to 
promote yourself. Wendy James

Take the chance to change. 
Wendy James

My advice to myself would be that 
it is OK to be myself, personally and 

professionally.  To be authentic in my 
business will draw my ideal clients to 

me. Deborah Willey
Learn more on Facebook, social 

media.  Gloria Hill
Don’t undersell yourself.  Do 

some research of the market first 
to determine how much they’re 
prepared to pay for your service 

… you might be surprised.  Carolyn 
Jeffrey.

Just because you work from home 
shouldn’t be a barrier to employing 

staff and assisting you with your 
workload.  Carolyn Jeffrey

Although you may be capable 
of doing a whole range of things, 

there’s no reason why you have to be 
everything to everyone … it’s just not 
physically possible.  Carolyn Jeffrey

Trust your idea and be willing to 
share it.  There is plenty of expertise 

to assist you move the idea forward.  
Stephanie Altus

The following were also provided 
anonymously:

Don’t be afraid to ask.  Network 
with your industry to continue 

learning.

Stay connected to why you’re 
doing it and be patient.  It will 
happen when the time is right.

Feel the fear and do it anyway.  
Believe you can do, be, have 

anything you desire.

Ideally don’t work in the business 
with your husband.  It makes home 

life less enjoyable. 

Don’t get distracted or 
discouraged.  Trust your gut.

Be more courageous.  Don’t listen 
to self-talk. 

Lessons to our start-up selves
Women who attended the network luncheon at Victor Harbor Yacht Club on November 20 had sessions on 
planning - both personal and business.  The sticky note challenge for the gathering asked them to cast their 

minds back and tell us what lessons or advice they would give to themselves if they were starting a new 
business up today.

My name is Steph Altus and I 
joined the Women in Business 
Regional Network because I 

had an idea and didn’t know how to 
turn it into a business or even if it was 
possible. 

I thought by surrounding myself 
with others who were already where 
I want to be, I could gain some 
knowledge and inspiration and 
find the courage to actually start a 
business of my own. 

The idea to Walk the Camino Trail 
and raise money to assist Paramedics 
with PTSD has been on my bucket list 
for 10+ years. 

Recently the idea became a 
passion and since then I have been 
taking some small steps towards 
making the dream a reality. 

I am currently working with two 
ladies in the city and they are guiding 
me with getting started because I 
was unable to find this service easily in 
this area. 

I am hoping, in time, to be able to 
do most of the growth of my business 

from local businesses and networks. 
The trip is booked and I begin my 
walk on 2 October 2018. 

My big WHY is - I have had PTSD 
twice now and it is very dark and 
difficult to live with at its worst and 
never really completely goes away. 

Having a goal and focus that 
incorporates exercise and activity is 
a huge factor in helping the healing 
process. 

I see many emergency services 
workers who also suffer from PTSD and 
don’t want my story of living with it to 
be for nothing. 

I believe strongly that what we deal 

with in our lives is always for a reason, 
(mostly to teach or help others 
who come after us with the same 
issues), so as I share my story and do 
something positive, I hope to help 
others who are struggling with it.   

One of the biggest factors that 
has helped me has been walking, 
exercise and setting small dreams for 
the future, hence why I have chosen 
this as my goal. 

My new Facebook page 1 Big 
Goal is the first step in the journey 
to making this a success, along with 
beginning a walking training program. 

The page is aimed at allowing 
people to share the journey I am 
taking, find out more about how this 
began, a little about who I am and 
why I am doing it, and how to help 
and get involved. 

As it develops, this page is also the 
basis on which my business will be 
built and as I move further along it will 
be an evolving and exciting path into 
the future, albeit a lot of work and 
learning along the way. 

Network helps advance a dream
Foundation member Steph Altus from Goolwa had a dream to help paramedics suffering Post 

Traumatic Stress Disorder.  Now her involvement with the network has helped spur her on to 
achieving that dream.  Here she shares her thoughts and talks about the Facebook page she has 

created about her journey - 1 Big Goal.

Foundation member 
Steph Altus is planning 
to walk the Camino 
Trail to raise funds for 
PTSD sufferers.
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It takes guts to quit a secure 
government job offering a six-figure 
package to pursue a start-up 

dream, but Melissa Little has done just 
that, creating and launching her own 
online wedding booking platform, 
VENYU.

But it was anything but a spur of 
the moment decision.  The launch of 
VENYU in mid-2017 was the result of 
18 months of planning, testing and 
investigation.

With a strong background in 
event and hospitality management 
and marketing, which has seen her 
undertake work in South Australia, 
Queensland, Western Australia and 
even Dubai, it was probably no 
surprise that Mel’s first entrepreneurial 
role would be in a field relating to 
event management.

Mel had been involved in helping 
to organise hundreds of weddings at 
places like Hayman Island, the Royal 
Mirage, The Palms and Atlantis in 
Dubai.

It included having to reorganise 
more than 20 weddings when the 
Hayman Island resort was closed 
following a cyclone.

“Thankfully there was insurance to 
help cover the cost of relocating the 
weddings, but we had to organise 
for our team to provide alternative 
weddings throughout Australia as far 
away as Sydney, Port Douglas and 
Broome,” she recalls.

However, it was only after coming 
to the aid of her younger sister Nicole 
who had been left with a wedding 
venue crisis that Mel fully recognised 
the niche that existed for her to go 
out on her own and pursue a dream 
to have her own business.

Having quit her job with Kerzner 
International to return to SA to help 
her sister organise her wedding, it 
was discovered that the venue was 
double booked, just three weeks from 
the big day.

“We ended up contacting 90 
venues in McLaren Vale with no luck,” 
Mel recalls.

“It was peak season and it was hard 
to find much that could cater for over 
100 people.

“I think we then went through 
another 20 or 30 in the Adelaide Hills 
before a cancellation opened up at 
Nepenthe Wines at Balhannah.

“I thought then that there had to be 
a better way for people to be able to 
search venues and check availability 
and suitability without having to ring 
or visit every single one like we had.”

And so the concept for VENYU was 
born.

Through her role in business 

development at the City of 
Onkaparinga, Mel learned of the 
SA New Venture Institute’s Venture 
Dorm Program, a 12-week course 
undertaken at Flinders University 
which helped her further explore 
and test the concept.  Fortunately, 
she was able to do this while also 
continuing to work for the council.

“Venture Dorm was great.  We 
had the chance to access other 
programs and a business mentor 
and then pitched our concepts in 
a competition offering $100,000 in 
prizes,” she explains.

“I was lucky enough to be named 
in the top three which gave my 
business a lot of PR exposure and 
the opportunity to go to America for 
the South by South West Tech and 
Innovation Conference in Texas.”

While in the US, she was also able 
to participate in a range of other 
activities exposing her to business 
development opportunities, including 
meetings with or addresses by venture 
capitalists, patent lawyers, marketers, 
futurists, technical teams in Silicon 
Valley and more.

“We were able to meet with 
founders and hear stories from 
them about how they’d grown 
their businesses. One of the most 
memorable for me was from a 
founder who had taken his concept 
from an Australia garage to a billion 
dollar digital security company 
servicing the world. We also had 
the chance to go to Wall Street, the 
international centre of fintech in New 
York City.

“I came back and was 
supercharged.  I knew I couldn’t 
continue working in the same role 

and pursue my venture as it was a 
conflict of interest, so I had to make 
the leap.”

And, according to Mel, despite 
some hiccups and lessons during the 
VENYU formation process, she has not 
once regretted her decision to turn 
her back on her lucrative government 
job.

“It certainly helps to have a 
partner’s support and a background 
in business.  I’m not risk averse if it’s a 

Disaster prompts new online

Melissa Little (Mel), the founder of VENYU.

Lessons to share
•Don’t scrimp and cut corners - 
Design a realistic and complete 
budget.  Don’t let confidence 
stop you from spending money on 
the things that are crucial to your 
business’s success.
•Seek advice/help from others - 
Don’t be afraid to approach people 
who you think may be able to assist 
you in your business, whether just as 
casual advice, professional advice 
or as a partner or investor.  
•Do your research - Do your 
research, prepare your business 
plans and test the concept as much 
as you can beyond the views of 
friends and family.
•Seek learning opportunities 
- Whether it be reading books 
and writings by experienced 
entrepreneurs such as The Lean 
Startup by Eric Ries or enrolling in 
educational programs aimed at 
entrepreneurs, take advantage of 
opportunities to learn from others.
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considered risk.
“I also know that, if I had to, it 

wouldn’t take long for me to get a 
job so I had confidence knowing that 
was my fullback plan.

“We set a budget as to what we 
would put towards the business, but 
we didn’t include my time in that.”

The biggest challenges for Mel 
have been self-doubt and learning to 
deal with the inevitable knockbacks 
that you get when in a sales role, 
particularly for a new product such as 
VENYU.

“Usually the knockbacks come 
when I haven’t given myself enough 
time to plan for it,” she reflects.

“I try to make sure that I plan better 
and not try to make sales calls when 
I’m tired.”

Mel also learned from her training 
and mentoring that it was foolish to try 
to commence the scale of business 
she was contemplating without some 
outside assistance.

Although she is responsible for 
the sales and marketing, accounts, 
business planning, day-to-day 
business activities and management 
of properties, Mel has also sourced 
partners to assist her, particularly in 
areas of the business she doesn’t feel 
confident in doing herself.

She has formed a partnership with 
Lateral Vision who provide much of 
the state-of-the-art visual elements of 
the website and also with a consulting 
company who provide the technical 
support for the site.  There’s also other 
aspects that she outsources.

And, like many start-ups, VENYU 
hasn’t necessarily followed “the plan” 
to the letter.

Mel has had to rethink her vision 
for VENYU, not because it hasn’t 
worked out well, but more because 
the demand for some aspects of 
the business has been greater than 
expected.

“I was surprised by the amount of 
demand for the specialist services 
we provide, such as assistance 
with marketing the venues, visual 
promotion and other services for the 
venues themselves,” she said.

Earlier this year Mel was able to 
showcase VENYU as part of the 
Australia Post Regional Pitchfest 
competition where she was named 
the South Australian runner-up at a 
ceremony held at McLaren Vale.

“The competition was great 
exposure and experience, including 
the chance to attend a workshop 
with the Melbourne Accelerator 
Program.

While acknowledging she is still 
in the learning stages as a business 

owner, Mel has some wise advice for 
anyone considering embarking on 
setting up their own business.

“If I had my time over again I would 
have spent the money that I needed 
to on the development of the site 
itself at the start,” she said.

“I scrimped on it because of my 
lack of confidence, but in the end it 
has probably cost me money to cut 
corners and then have to spend the 
money anyway to get it right.

“I’ve also learned don’t ever be 
afraid to approach someone, to get 
to know them or to ask questions, 
either as a partner or for advice.

“I think it’s also important to be 
realistic about what’s involved in 
setting up a business and make sure 
you do the research to find out if it 
will work.  Good ideas don’t always 
mean income generation.

“Make sure you spend the time on 

concept validation, test the idea with 
potential customers, and be wary of 
the opinions of friends and family who 
are likely to support the idea no mater 
what.”

Mel also paid tribute to the book 
that helped her greatly during her 
business planning and contemplation 
phase – The Lean Startup by Eric 
Ries.  As well as a book there’s also a 
website offering some great advice 
for startups.

“I used the business model canvas 
and got out there and tested it.”

Today Mel is travelling throughout 
South Australia researching wedding 
venues and is particularly excited 
about the many unknown venues 
which will be launched through the 
site.  So, if you’re planning a wedding 
or special function or have a beautiful 
property you think could be suitable 
for weddings get in contact with her 
via www.venyu.com.au.

wedding services business

ABOVE:  The idea for VENYU gained 
momentum when Mel (left) had to help her 
sister Nicole (centre) find a replacement 
wedding venue at the last minute.  Also 
pictured is friend Amber Bragg.  Pic by Alice 
Bell.

RIGHT: Rohan Workman from the Melbourne 
Accelerator Program congratulates Melissa 
on being named runnerup in the South 
Australian final of the Australia Post Regional 
Pitchfest.  



What are the things that 
motivate you in your 
life?  Why do you do 

the things you do?  And, why 
do you love doing them?  
These were among the 
questions posed to those who 
attended the latest Women 
in Business Regional Network 
lunch held at Victor Harbor 
Yacht Club on November 20.

The function had a planning 
focus with network founder 
Carolyn Jeffrey providing a 
session on business planning, 
including the reasons why 
planning is essential to deal 
with not only day-to-day 
problems that arise, but also 
personal matters that provide 
challenges.

She provided a basic 
rundown on the value of 
undertaking a regular SWOT 
analysis of your business, 
looking at the strengths, 
weaknesses, opportunities 
and threats, and giving 
consideration to strategies to 

deal with the opportunities 
to grow the business and 
the threats that can provide 
challenges.

Her address was 
supplemented well by a 
session focusing on how 
personal planning and 
personality impacts on 
business success.  This was 
delivered by Susan Bennett, a 
results coach from Willunga.

As part of her presentation 
Susan offered a workshop 
session where those at the 
lunch were asked to consider 
how their personality and their 
personal goals could best 
be harnessed for business 
success.  For many this 
exercise proved challenging, 
but ultimately enlightening.

*Susan Bennett has studied 
organisational psychology, 
positive psychology and brain-
based coaching.  She operates 
from Willunga.  Phone 0428 616 
296.  For more details visit her 
website www.susanbennett.net. 

Coach says: ‘Find your why’

Meredith Abbott, Adona Cervantes and Lynda Daish caught 
up to talk planning at the lunch.

Karen Preston, Natalie Bruce and Jasmine Gniel shared plenty 
of laughs while discussing their business and life planning.

Personal and business planning were key topics of discussion for 
Joanne Lukehurst and Stephanie Altus.

Judy Cross and Fiona Biedermann were the long distance travellers 
coming from Langhorne Creek and Morphett Vale respectively to 
attend the Women in Business Regional Network lunch.

Victor Harbor locals Leanne Farr and Debbie Crook caught up 
during the Women in Business Regional Network lunch at the Victor 
Harbor Yacht Club.

Network founder Carolyn Jeffrey and results coach Susan Bennett 
were the speakers at the lunch.

Successful businesses are run by 
people who know their “WHY” and 

THEIR why becomes the business’s why.
- Susan Bennett
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ROSEMARY KILLIP - MARKETING LUNCH & LEARN - VICTOR HARBOR

Adaire Palmer, Rosemary Killip and Leanne Isaacson were the 
speakers at the Women in Business Lunch & Learn.

Natalie Bruce, Leanne Farr and Rosemary Killip network after the 
lunch and learn event at McCracken on November 8.

ABOVE: Leanne Isaacson and Sandy Andrew 
caught up during the lunch and learn event.

RIGHT: Trudi Waller, Michelle Stevens and Joanne 
Lukehurst at the marketing event.

NZ entrepreneur and 
transformational 
educator Rosemary 

Killip returned to Victor 
Harbor on November 8 to 
host a Women in Business 
Lunch & Learn event 
focused on marketing.

Joining her were experts in 
Facebook (Adaire Palmer) 
and LinkedIn (Leanne 
Isaacson), who both 
travelled from Adelaide.

The function was held at 
McCracken Convention 
Centre.

Rosemary is expected 
to return for a Women in 
Business Regional Network 
function in 2018.

ROSEMARY KILLIP - MARKETING LUNCH & LEARN - VICTOR HARBOR

WiB Regional Network Luncheon - Victor Harbor Yacht Club

Deborah Lilley, Jo Sneddon and Gloria Hill at the Victor Harbor 
Yacht Club luncheon.

Kerryn Shaw and Deb DeCure were 
all smiles at the lunch.

Wendy James and Paquita 
Scott talk planning.

Ursula Brockschmidt, Melanie Finn, Rommie Corso and Kylie 
Callanan enjoyed the chance to network at the luncheon.

Foundation member Olivia Knott (centre) made newcomers to 
a network function Flora Huang and Jen Binney feel welcome.

Women in Business Regional Network - December 2017 - 13
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One of my favourite quotes 
regarding staff, is one from 
Richard Branson, “Clients do 

not come first, employees come first. 
If you take care of your employees, 
they will take care of the clients.”

When it comes to staff retention, 
this quote is always at my core. A 
team that feels appreciated, that has 
all the supplies and equipment they 
require to do their best work, if they 
feel heard, respected and valued, will 
more often than not, be the best they 
can and will take pride in the work 
they produce. 

I try as a hard as I can to 
acknowledge each and every one 
of my staff for the work that they do, 
and YES, sometimes it is just for them 
doing the job they are paid to do. But 
my theory is, it takes two seconds to 
say “thank you”, or “you’ve done a 
great job”, and after all, who doesn’t 
like getting acknowledged for a job 
well done? 

Being clear with your staff 
about training requirements, job 
expectations and career paths is 
another important part of retaining 
staff. 

I sit down with each of my team 
individually to work out what they 
want out of life and how this job will 
help them achieve that. I want my 
team to achieve, and knowing what 
they come to work for is great to keep 
them motivated by incentivising in 
relation to what drives them. 

I feel that another important thing 
with staff is to keep it real and be 
transparent. We are all human, we 
have days when the whole world is 
caving in, mind blowing wins and 
EVERYTHING in between. I share all 
of this with my team, if I have a win in 
business, we all do, and I make sure 
they know about it. 

Another quote I love is from Russel H 

Ewing, “A boss creates fear, a leader 
confidence. A boss fixes blame, a 
leader corrects mistakes. A boss 
knows all, a leader asks questions. A 
boss makes work drudgery, a leader 
makes it interesting.”

As for recruiting, this is hard! I have 
found the best people to apply for 
my positions have been when I have 
created a video for social media 
discussing that we are hiring, what we 
are looking for and what our business 
is. 

I find that this soon weeds out a 
lot of people who don’t resonate 
with me. It gives the opportunity for 
people to feel like they are getting to 
know me to decide whether they will 
fit in with us or not. Self de-selection 
for potential applicants is a great way 
to thin out the numbers. 

Secondly, when it comes to 
interviewing, I am terrible. I don’t 
really interview. I have a conversation. 

We are in a client based industry, 
the applicants need to be able to 
speak, and speak well. 

If I feel that we have a connection, 
then we go from there, but I always 
listen to my gut instinct. 

Us chicks have pretty well tuned 
intuition, so you’ve just gotta listen to 
that, no matter how good they look 
on paper. 

I would say 100% ALWAYS hire on 
attitude and personality.  If someone 
is in front of you that aligns with your 
vision, mission and values, then any 
skills that may be lacking will be easily 
taught, and you’ll have more than 
just a ‘staff member’ you’ll have 
TALENT!

• Taryn Richardson is the owner of 
JaDs Hairdressers, 57 Torrens Street, 
Victor Harbor.  Phone 8552 1225.  Visit 
their website at jadshairdressers.co for 
more details about the business. 

Recruitment & retention tips
Got some challenges when it comes to staffing?  Perhaps you’re not sure about 

recruitment or you face the common dilemma of keeping staff.  We asked Victor Harbor 
hairdressing salon owner and foundation member TARYN RICHARDSON to share her tips.

Owner of JaDs Hairdressers in Victor Harbor, Taryn Richardson (right), with one of her 
successful apprentice recruits Montana.

Reminders
Here’s some reminders for the next 
couple of months for your business.  
Have you thought about these?
• PLANNING: 2018 will be upon 
us before we know it.  Apart from 
making sure you’ve got new 
calendars and diaries for the new 
year, have you thought about your 
goals in business for 2018?  Take a 
moment to reflect on these, write 
them down. Note in your diary when 
you’re going to review your progress.

• CHRISTMAS PARTY: Christmas isn’t 
too far away.  If you’ve got a staff 
or client Christmas party organised, 
have you organised for transport 
for those in attendance?  Did you 
know you’re responsible for those in 
attendance should they be involved 
in an accident either at the venue or 
after they’ve left.  
• CLOSURE: If you close for the 
Christmas period have you organised 
staff leave, advised customers/

suppliers and organised for websites/
social media posts to indicate your 
closing times and days?
• AUSTRALIA DAY: Australia Day falls 
on a Friday this year which means a 
long weekend.  Give consideration 
now to staffing, opportunities to 
capitalise on extra customers who 
may be around in tourist areas.  
Identify what you’ve got that’s 
Australian in your business and 
promote the hell out of it.
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Name: Michelle Lihou
Location: Goolwa
Business: Goolwa Conveyancing
Phone:  08 8555 3007
Email: admin@goolwa-conveyancing.com.au
Address: 8 Cadell Street Goolwa
What does your business do? Conveyancing, residential 
and commercial property transactions, business sale & 
purchase, commercial leasing.
What area do you serve? South Australia – specialising in 
local property
How long have you been in business? Almost 18 years. 
Prior to this I managed another conveyancing business for 
17 years
Did you found the business? Yes
Business journey: 
• Grew up in my father’s conveyancing (landbroking) 
business.
• I am a “fellow” and certified practicing conveyancer 
and serve on the board of the Institute of conveyancers.
• I have done the most electronic settlements in the state 
of SA and embrace new technology.
• Happily a single mother of two teenagers, with a 73 acre 
farm – involving long hours when my kids have slept
• I am a self-confessed workaholic and control freak
Two things I have learned from my business journey:
• There is no such thing as work/life balance  in business 

– don’t even think about it -  let the pendulum swing 
between the three essential elements of life as and when 
it needs to – family, business and self
• If you don’t love what you do – you will not succeed – 
be passionate or stop doing it.
Why have you joined?: Networking with other like-minded 
business owners, and to support Carolyn with her goal to 
do the same.
Social Media Links: 
https://www.facebook.com/goolwa.conveyancing/
https://www.linkedin.com/in/michelle-lihou-62b82243/
https://www.instagram.com/michelle.lihou/

Michelle Lihou - Goolwa Conveyancing

n MEMBER PROFILES

Name: Rommie Corso
Location: Victor Harbor
Business: Hardshell Publishing
Phone:  0413 485 261 
Email: admin@hardshellpublishing.
com     
What does your business do? We 
provide tailored creative and 
strategic work for businesses and 
individuals who are looking for 
professional guidance to make it 
happen.
Our services include: book publishing, 
strategic marketing, branding, 
graphic/web design and printing 
services (from training manuals to 
hardcover books). We’re located in 
South Australia, meeting clients across 
Adelaide and Victor Harbor and 
serve clients nationally.
Our tailored approach blends ideas 
and strategy to help you achieve 
outstanding results.  By utilising our 
15+ years of experience working with 
national publishers and marketing 
firms and our knowledge of current 
trends, we help our clients to avoid 
common pitfalls and meet their goals.
What area do you serve? Australia, 
but predominantly South Australia.
How long have you been in business? 
17 years.
Did you found the business? Yes

Business journey: 
Back in the year 2000, I started out 
freelancing whilst at University and 
really enjoyed the experience of 
working part-time with my creative 
skills.
The first publication I produced, 
together with the SA health 
department, gained state-wide 
distribution via primary schools – to 
help kids be more active. Seeing the 
positive impact this made, I knew that 
publishing and marketing was the 
right path for me.
Since that early experience, I’ve 

always had side businesses on the go, 
even when working for a few different 
publishing and marketing firms at the 
same time.
Last year, I realised I had to do 
something about the work/life 
balance! So I took a leap of faith, 
leaving a senior marketing position in 
Adelaide to take Hardshell Publishing 
full-time from Victor Harbor.
Fortunately my clients supported this 
move and thanks to them and their 
word of mouth referrals, I’m enjoying 
living and working in the fabulous 
Fleurieu Peninsula!
What I have learned from my business 
journey:
The secret formula is simply that I care 
about providing top quality results 
and tailored service for all my clients. 
It sounds simple, but sometimes this 
involves ‘tough love’ via honest 
feedback in order to achieve the 
best outcomes for that individual or 
business.
Why have you joined?: I joined the 
network to meet like-minded people 
and share our experiences, tips and 
mostly to support each other and 
lend an ear when needed. Plus, it’s 
great to get out of the office for a 
lunch meetup on a weekday!
Social Media Links: https://www.
facebook.com/hardshellpublishing

Rommie Corso - Hardshell Publishing



Goolwa Conveyancing
‘Bank Chambers”, 
8 Cadell Street, Goolwa
Ph 8555 3007
E: admin@goolwa-conveyancing.com.au
Facebook: @goolwa.conveyancing
Owner: Michelle Lihou
Services: Property conveyancing

CONVEYANCING

n MEMBERS DIRECTORY

CJ’s Business Solutions
Victor Harbor
Ph 0435 432 203
E: cj@cjsbusinesssolutions.com.au
W: cjsbusinesssolutions.com.au
Owner: Carolyn Jeffrey
Services: Websites, marketing, virtual PA services, 
professional writing, business consulting.

BUSINESS SUPPORT

Your Tech Supported
Victor Harbor
Ph 0402 269 894
E: zoe@yourtechsupported.com.au
Owner: Zoe Cavanagh-King
Services: Tech solutions and technology training

COMPUTER SUPPORT

The Fairy Port
Goolwa
Facebook:
@thefairyport
Owner: Deb De Cure
Services: Fairy/unicorn garden 
kits, gifts and accessories.  Also stocks 
dinosaurs, Lego people and more.

ART/CRAFT SUPPLIES

We encourage you to support financial members 
of the Women in Business Regional Network.

For details of how to become a member and to feature your business 
in this directory visit our website www.wibnetwork.com.au.

Hardshell Publishing
Victor Harbor
Ph: 0413 485 261
E: rommie@hardshellpublishing.com
W: hardshellpublishing.com
Owner: Rommie Corso
Services: Marketing, Book Publishing, Graphic 
Design, Websites

PUBLISHING

Kylie’s Coastal Bookkeeping
Victor Harbor
Facebook:  @kyliescoastalbookkeeping
Owner: Kylie Callanan
Ph: 0402 741 896
Services: Bookkeeping services, administration
assistance with accounts.

BOOKKEEPING

Coomunga House
10 Railway Terrace, Victor Harbor
Owner: Pip Robertson
Ph: 8552 2180
E: coomungahouse@gmail.com
W: coomungahouse.com.au
Services: Hot desking, office space, meeting 
venue and cafe.

VENUE/OFFICE SPACE

BCS Electrical
13 Trade Court, Victor Harbor
Ph 8554 3094
E: leanne@bcselectrical.com.au
W: bcselectrical.com.au
Owners: Leanne and Glenn Farr
Services: Electrical installations & repairs, lighting 
& fan sales, energy efficient solutions.

ELECTRICAL CONTRACTOR

Fleurieu Crash Repairs
35 Mayfield Tce, Victor Harbor
Ph 8552 4833
E: mabbott@fcrash.com.au
W: fcrash.com.au
Owners: Meredith & Brenton Abbott
Services: Crash repairs, spray painting, panel 
beating, windscreen repairs/replacement

CRASH REPAIRS

Yellow Brick Road
Victor Harbor
Ph 0402 686 110
E: olivia.knott@ybr.com.au
W: ybr.com.au
Branch Principal: Olivia Knott
Services: Home loans, financial advice, 
insurance, superannuation, cash & investments.

FINANCE
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Victor Harbor Cycle & Skate
73 Victoria St, 
Victor Harbor
Owner: Shirley Sunter
Ph: 8552 1417
W: victorharborcycles.com
Services: Bicycle and skating sales, repairs, 
and accessories

SPORTING GOODS
JaDs Hairdressers
57 Torrens Street, Victor Harbor
Ph 8552 1225
W: jadshairdressers.co
Facebook: @jadshairdressers57
Owner: Taryn Richardson
Services: Hairdressing services, beauty services, 
hair & beauty product sales

HAIR & BEAUTY

Calder Wealth Management
3/162 Hindmarsh Rd 
Victor Harbor
Ph 0428 769 432
E: kerryn.shaw@calderwm.com.au
W: calderwm.com.au
Contact: Kerryn Shaw
Services: Financial advice, business plans

FINANCE

The Women in Business Regional Network also has a number of non-business 
members who share their experience with others or who are looking for 

guidance in their business dream.  

Stephanie Altus
Christine McRae

Paquita Scott
Anna Sprigg Stanley

For contact details email network@wibnetwork.com.au.

n MEMBER PROFILES

Name: Kylie Callanan
Location: Hayborough
Business: Kylie’s Coastal Bookkeeping
Phone: 0402741896
About my business: Specialising in providing 
accurate bookkeeping, utilising my 
accounting knowledge to ensure the books 
are correct and ready for the businesses 
accountant. This saves the client’s business 
money in the long run.

Business journey: This is a new business, I 
started it this year
Why have you joined?: I have joined the 
Women in Business Network as I see the 
opportunities to build good networks with 
like-minded women in business; to find ways 
of supporting each other and helping each 
other’s business to grow.
Social Media: https://www.facebook.com/
kyliescoastalbookkeeping/

Kylie Callanan - Kylie’s Coastal Bookkeeping


